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Money Doesn't Grow on Trees
But could it be hidden in the walls?
W
hat would you say if someone offered 
you a dollar in exchange for a dime? 
To skeptics, that would sound too 
good to be true. Yet some CPA firms 
provide a service that can help clients to return as much 
as one dollar in tax savings for every ten cents spent on 
the service. This service, known as cost segregation, 
brings significant tax savings, recognized by the Internal 
Revenue Service (IRS), to building owners interested in 
retaining cash.
Even the skeptics are convinced.
It is generally understood that carpeting and cabinets 
are classified as personal property for federal income 
tax purposes in order to capture the cash-flow benefits 
associated with shorter depreciable lives. Typically, this 
amounts to less than 3% of a building's component costs.
At the same time, the remainder of the facility is 
assigned a depreciable life of 39.5 years (27.5 years for 
multifamily facilities). A comprehensive and appropriately 
documented cost-segregation analysis maximizes a build­
ing's tax benefits by identifying, classifying, and segregat­
ing a much larger percentage of a building's assets for 
accelerated depreciation for federal income tax purposes. 
This can mean three, five, sometimes twenty times more 
savings than the 3% found in cabinets and carpeting.
A cost-segregation specialist looks for many items 
when working to identify tax savings in a building. 
Questions that such a specialist would ask include:
• Is there more than one power source in your office?
• Do the walls in your office penetrate the ceiling tiles, 
and are they load bearing?
• Is the decorative paneling in your reception area and
By William J. Barnes, CPA, 
CFP, CDFA, MST
conference room glued, nailed, or hung on the wall?
• Is your cooling system oversized in order to cool your 
data-processing room?
• Do you have a kitchen?
A yes answer to any of these questions indicates the need 
for cost segregation.
A cost-segregation specialist can perform a nonintru­
sive yet detailed engineering study of a building's walls, 
flooring, and ceilings; and its plumbing, electrical, light­
ing, telecommunica­
tions, heating, and 
cooling systems. For
the maximum benefit to the client, the professionals prefer 
to work from building plans and cost documents rather 
than strictly relying on a building tour.
Planning ahead
Planning ahead makes the facility walk-through much less 
time intensive and is a better way to identify the maxi­
mum number of building components into short-term 
depreciable categories. Comprehensive documentation 
means less reliance on national cost manuals to arrive at the 
costs of the building components. Together, planning 
ahead and good documentation provide a lower fee for 
service because the cost-segregation professional won't 
need to spend as much time on the assignment. That 
translates to added savings for the client.
The assets are grouped under several asset depreciation 
range (ADR) classifications, including:
• Office furniture, fixtures, and equipment
• Information systems
• Land improvements
• Manufacture of electronic components, products, 
and systems
• Distributive trades and services
• Personal property with no class life
continued on next page
The cost-segregation professionals then identify which compo­
nents of each system that, according to federal tax law, can be 
assigned accelerated tax lives of five, seven, or fifteen years rather 
than the straight-line 39.5 years (27.5 years for multifamily facili­
ties). These savings drop right down to the bottom line.
tax savings to the building owner.
2. Special-order building components, such as granite counter-
tops for reception desks, chandeliers, window coverings, and 
other components, usually are invoiced at a higher cost than 
can be substantiated from cost-estimating guides. Proof of
Typical Savings from Cost Segregation Studies According to Facility Type
Building
Construction and Present Value of Tax Savings
Facility Acquisition Cost Year 1 Years 1 to 6 Total Tax Life
Restaurant $ 5 million $ 102,500 $ 410,500 $ 346,000
Light Manufacturing $ 10 million $ 205,000 $ 821,000 $ 691,500
Distribution Center $ 10 million $ 82,000 $ 344,000 $ 296,000
Distribution Center (REIT) $ 10 million $ 185,000 $ 774,000 $ 666,000
Class A Office Building $ 10 million $ 126,500 $ 600,000 $ 533,000
Senior Living Facility $ 10 million $ 132,500 $ 538,000 $ 459,000
Auto Dealership $ 2 million $ 25,000 $ 107,000 $ 95,000
Bank $ 2 million $ 32,000 $ 136,000 $ 118,000
Cold Storage $ 2 million $ 46,000 $ 182,000 $ 155,000
Laboratories $ 10 million $ 164,000 $ 681,000 $ 592,000
Computer Data Center $ 10 million $ 220,000 $ 950,000 $ 800,000
High Technology $ 10 million $ 239,000 $ 966,000 $ 828,000
Golf Course $ 10 million $ 126,000 $ 672,000 $ 604,000
Hotel $ 10 million $ 164,000 $ 681,000 $ 592,000
Strip Mall $ 10 million $ 107,500 $ 450,000 $ 386,000
Medical Office Building $ 10 million $ 88,500 $ 442,500 $ 372,000
Multifamily $ 10 million $ 91,000 $ 341,000 $ 264,000
Class C Office Building $ 10 million $ 82,500 $ 395,000 $ 361,000
Although every situation is different, the chart on this page is 
an example of typical savings to expect from a cost-segregation 
study depending on the type of facility.
Start early
Cost-segregation studies should be initiated as early in the con­
struction or acquisition process as possible to obtain maximum 
savings. Consider these three points:
1. If a cost-segregation specialist is given the opportunity to 
spend 60 minutes with the architect before the design of a 
building begins, he or she can show the architect how to 
make a larger percentage of the building's components 
qualify for short-term depreciation, thereby increasing the
these costs is required in order to report the higher value to 
the IRS. Thus, if a cost-segregation specialist is granted access 
to the construction chief before the project breaks ground, 
he or she will request that the cost of five to 10 items 
be set aside for reporting purposes, which avoids the 
difficulty of tracking down cost documents later on in the 
construction process.
3. If a cost-segregation study can be performed before the acqui­
sition of a building, personal property can be separated from 
the building costs. The two costs can then be broken out in 
the sales agreement, and the real property transfer tax basis can 
be reduced. As a result, significant cost savings can be realized
once the project or the acquisition is complete.
continued on next page
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Letters to the Editor
The Practicing CPA encourages readers 
to write letters on practice management 
and on published articles. Please remem­
ber to include your name and telephone 
and fax numbers. Send your letters by 
e-mail to pcpa@aicpa.org.
Adjusting the property's tax position
Other questions may arise. For example, what about those build­
ings that have been in a portfolio for a few years? Can they still 
contribute tax savings to the owner? The answer is, yes, at times. 
If two or more years of tax returns have been filed on the prop­
erty, the CPA can file an IRS Form 3115, Change of Accounting 
Method. The CPA then files a Section 481 Adjustment to adjust 
the property's federal tax position from the straight-line 40-year 
depreciation to the new accelerated depreciation mapped out in a 
cost-segregation study.
Short-term depreciable items are then put through a correc­
tion schedule and the overpayment in tax is returned to the prop­
erty owner in equal increments over the next four years. For 
example, if the building has been in a portfolio for five years, all 
the "five-year components" should have been fully depreciated, 
but instead only 5/40 were depreciated. The owner may now 
recoup the 35/40 remaining life spread over the next four years. 
"Seven-year components" in this scenario have been 5/40 
depreciated but should have been 5/7 depreciated.
Providing a construction allowance
Another cost-segregation savings technique is for a building 
owner to provide a construction allowance to tenants for tenant 
buildouts (improvements). The building owner charges the 
tenant more rent because the owner is providing an improved 
space and the owner captures the federal tax depreciation benefit 
from the improvements and a cost-segregation analysis.
Once the cost-segregation study is complete, the results are 
methodically reorganized into three other useful reports:
1. Property tax
2. Fixed-asset and deferred-tax liability and asset management
3. Insurable value
Imagine finding out that your property value is lower than 
what the assessor has recorded and that you have been overpaying 
your property taxes! The owner can file for a restatement and if 
applicable, a refund. At the same time, the owner can make sure 
the facility is insured for as much as is actually appropriate. For 
example, parking lots and sidewalks don't burn, so why include 
them in a fire insurance policy?
A Resource for Cost 
Segregation Studies
The Internal Revenue Service has issued a 
Cost Segregation Audit Techniques Guide, which 
was revised as of January 14, 2005. The Guide's 
table of contents is available at the IRS Web site 
http://www.irs.gov/businesses/article/0„id=134180, 
00.html. On that Web page, each chapter can 




2. Principal Elements of a Quality Cost Segregation 
Study and Report




2) Change in Accounting Method
3) Depreciation Overview
4) Relevant Court Cases 
5) Statistical Sampling
6) Construction Process
7) Information Document Requests




A good relationship with an established, experienced cost- 
segregation provider is important so that, if the IRS inquires 
about a cost-segregation study three or more years down the line, 
the provider is willing and able to stand behind the work.
A good cost-segregation study is based on well-founded 
interpretations of the Internal Revenue Code sections, applicable 
court cases, and revenue rulings. The cost segregation profes­
sional should be able to demonstrate the relationship of the 
analysis to relevant laws, rulings, and precedents as support for 
the positions recommended in qualifying components as acceler­
ated depreciable property.
William J. Barnes, CPA, CFP, CDFA MST, is currently the Senior 
Tax Compliance Officer at Groen, Kluka & Company Troy, Michigan. 
In addition, Ralph Consola, Vice President of Marshall & Stevens, con­
tributed to this article.
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ASB Issues Risk 
Assessment 
Exposure Draft
Most of the eight separate propsosed SASs were 
exposed in 2002. In response to comments, the 
proposed SASs were revised and are now exposed 
for comments until August 15, 2005
T
he AICPA's Auditing Standards Board has issued 
the Risk Assessment exposure draft, which consists 
of a suite of eight separate proposed Statements on 
Auditing Standards (SASs). The proposed SASs, if 
adopted, would establish standards and provide guidance con­
cerning the auditor's assessment of the risks of material mis­
statement in a financial statement audit, and the design and 
performance of audit procedures whose nature, timing, and 
extent are responsive to the assessed risks. The proposed SASs 
establish standards and provide guidance on planning and 
supervision, the nature of audit evidence, and evaluating 
whether the audit evidence obtained affords a reasonable basis 
for an opinion regarding the financial statements under audit.
These proposed SASs were originally exposed on December 2,
2002 (except for the amendment to SAS No. 1, which was 
approved for exposure by the ASB on April 28, 2005). Because 
significant revisions were made to the original ED, the ASB con­
cluded that it should be re-exposed for comment.
The proposed SASs would be effective for audits of financial
FYI
PCPS, the AICPA alliance of the CPA firms, rep­
resents more than 6,000 local and regional CPA 
firms. The goal of PCPS is to provide member 
firms with up-to-date information, advocacy, 
and solutions to challenges facing their firms 
and the profession. Please call 1-800-CPA-FIRM 
for more information.
statements for periods beginning on or after December 15, 2006, 
in order to allow time for auditors to revise methodologies and 
train personnel to plan the initial application of these standards to 
audits. Early adoption may be practical for some, and will be 
encouraged.
The Exposure Draft is available on the AICPA's Web site at: 
http://www.aicpa.org/members/div/auditstd/drafts.htm.
Comments should be sent via electronic mail to Hiram Hasty 
at hhasty@aicpa.org and received no later than August 15, 2005.
Helpful Resources 
for CPAs
Here are some useful tools for practitioners who 
work with governments and nonprofits and for 
those advising clients in divorce engagements and 
in forensic accounting.
Advising government and nonprofit organizations 
Beyond Vision and Mission—Reaching Operational and 
Financial Goals in Governments and NPOs 
By: Lynda M. Dennis, CPA
Format Paperback +CD-R0M
AICPA Member Price: $54.00; nonmember: $67.50 
Availability: 6/15/2005
This book is about strategy implementation for CPAs 
advising government and not for profits.
Fraud investigation and prevention
Forensic Accounting for Divorce Engagements:
A Practical Guide, Second Edition
By: Donald A. Glenn, CPA/ABV, CVA, CFE; Ezra Huber, Esq.
Format Paperback
AICPA Member Price: $49.00; nonmember: $61.25 
Availability: 6/30/2005
CPA's Handbook of Fraud and Commercial Crime Prevention
By: Ted Avey, CPA, CA, CFE; Ted Baskerville, CA; AlanBrill, 
CISSP
Format Loose-leaf, 1 vol.
AICPA Member Price: $180.00
Availability: In Stock
The 2005 Supplement available in June covers factors in 
the IT environment that must be considered to ensure 
compliance with Sarbanes-Oxley, step-by-step guidance 
through virtually every interview stage of known or 
suspected fraud—from planning, to questioning tech­
niques, expanded material on preventing procurement 
fraud and reducing risks of financial statement fraud. 
Plus new checklists on Sarbanes-Oxley and Internal 
Control Over IT; Internal Control Over Financial Reporting; 
Procurement Fraud; Brokers and Dealers in Securities; 
Employee Benefit Plans; Health Care Organizations; 
Insurance Companies; and Investment Companies. 
To order these publications, call 1-888-7077 or visit 
www.cpa2biz.com.





In the June 2005 Practicing CPA, in an article 
entitled “Closing Your Door to ‘Bad’ Clients, ” 
Bill Pirolli of Pirolli, Deller & Conaty, PC, 
Warwick, Rhode Island, discussed the issue of 
coping with and perhaps even “firing” difficult 
clients. Mr. Pirolli focused on ways to determine 
whether current clients fit in with the firm’s strategy, 
whether they are a burden not worth their cost, 
whether they meet client acceptance policies, and 
whether raising fees can deter them from remaining 
with the firm. The following article discusses the 
next steps to take once you've decided to end a 
relationship with a client. Business coach Kevin 
Lawrence offers guidance by providing scripts for 
“firing” clients and discusses a few of the pitfalls 
to avoid, including failing to comply with 
professional and legal standards.
F
iring a client is not always necessary. In some cases, 
you can successfully raise the bar by setting higher 
expectations. However, be sure that you have actually 
raised the bar, so the client is not surprised if you 
have to end the relationship. If you must fire a client, do so in a 
way that is respectful and professional. The most professional 
approach is the following Four-Step Conflict Resolution model 
that communicates the facts without placing blame. Under this 
model, you explain the situation that has led you to conclude 
that the two of you were not meant to work together.
Stage 1 — Firing is never the first step.
To ensure that you have been fair and professional with the client, 
let him or her know that your expectations are not being met. In 
most of the cases I see, the professional or business owner's desire to 
get rid of a client is the result of frustration with the client's behav­
ior. Such behavior can include complaining in order to get 
discounted invoices, paying only after numerous reminders, drop­
ping off work without giving adequate time for its completion, and 
generally being rude to the staff. Usually, the client does not know
that his or her behavior is unacceptable. For example, a client may 
assume that things are fine because he or she has been using the 
same methods with you and other professionals to get results for the 
past 15 years, without anyone ever suggesting that there was a 
problem. In this instance, the professional or business owner is to 
blame, not the client.
There is only one correct solution to 
this dilemma. Let the client know the
By Kevin Lawrence
expectations that are not being met, and give the client a chance to 
meet them. Be sure to follow up by explaining your expectations in 
writing. If the client does not reasonably meet your expectations, 
move on to stage two. Note, however, that in a number of 
situations, such as those involving criminal activity, you may skip 
stage one altogether.
Stage 2 —Firing should never surprise the client.
Just as with an employee, firing a client shouldn’t come as a shock, 
unless a criminal or unethical act has been committed. After the 
client has been given a chance to shape up (stage 1), you can 
consider ending the relationship.
There are two styles to ending a relationship. Professionals 
usually prefer the “We-are-not-meant-to-work-together” approach 
over the “You’re-fired” approach popularized by Donald Trump. 
I'm not suggesting that Mr. Trump's approach does not work, 
but it is probably a good thing that most professionals are 
uncomfortable coping with clients in that fashion.
Honesty is the best policy
The “We-are-not-meant-to-work-together” approach is extremely 
effective because it relies on honesty and straightforwardness. In 
today’s world, we are awash with people telling us what we want to 
hear because they want something from us. Honesty is refreshing 
and attention-getting. Further, honesty allows people to resolve 
problems with respect and professionalism.
Steps for talking tough
It is essential to speak personally with the client. Ideally, meet your 
client face to face or, failing that, speak with him or her on the 
phone. Why? Because it can save you innumerable headaches. For 
example, one practitioner tried a “mail-and-pray” approach to firing 
a client. The client, angered about being fired by letter, filed an 
ethics complaint. This is the kind of messy outcome that you want 
to avoid.
Four Steps to Conflict Resolution
Here's a very simple and effective approach to resolving 
client conflicts:
1. Get permission. Ensure that the client has time to talk and pay 
attention when you make contact.
2. Stick to the key facts of the situation involving the two of you.
3. Tell the client how you feel about the dilemma you face and
explain your discomfort.
continued on next page
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4. Offer a resolution. Communicate how you would like to end 
the relationship.
I’ll share with you a few different situations and what the 
conversations may sound like when applying this approach.
Situation one
Your client continues to pay invoices late, and you do not want to 
argue any more about timely payment.
Step 1. Get permission.
“Hi Sally, it's Jane, your______________ , calling. Do you have
a couple of minutes to talk?”
Step 2. State the facts.
“Sally, every year we do work for you but have to hunt you 
down to get paid. We spend a lot of time negotiating our invoice 
and end up giving you a discount.”
Step 3. Explain how you feel.
“I must tell you, I find this exhausting. I just can’t do it 
anymore. I find it very stressful and I assume it is not fun for 
you either.”
Step 4. Set out a resolution.
“I have decided that it’s best for you to find another professional 
to work with. This is not working for either of us. We are obvi­
ously not meant to work together if this much negotiation is 
required for me to get paid. To be honest with you, it is too stress­
ful for me. I like you, but our business relationship just doesn't 
seem to work.”
“The only other option is for you to pay in advance. I am 
not sure whether you will find this a reasonable arrangement, 
but it is the only way it will work for me. How would you like 
to handle this?”
Situation 2
A client keeps asking you to do things that you are unwilling to do 
for ethical reasons.
Step 1. Get permission.
“Hi Steve, it’s Jack, your________________ . Do you have a
couple of minutes?”
Step 2. State the facts.
“Steve, over the past year in working with you, it's become
clear that we have two very different takes on_____________ . You
really want me to push and do things that are much more aggres­
sive than I am willing to do. It is just not my style.”
Step 3. Explain how you feel.
“I must tell you that it really stresses me out because I do 
want to help you, but, at the same time, I have to stick with 
my principles. I need to feel comfortable with my name on the 
work I have done for you at the end of the year, and I have to 
be able to sleep at night.”
Step 4. Set out a resolution.
“I am calling today to suggest you find a professional who is a
better fit with your style of addressing the situation; someone who 
is more willing to look at things the way you do. I just don't think 
that person is me. We are going to continue to bash heads and have 
conflict. From my side, I don't think it is worth continuing our 
business relationship.”
Situation 3
A client has moved into a business that requires expertise you do 
not possess.
Step 1. Get permission.
“Hi Sam, it’s Brian your_____________ calling. Do you have a
minute to talk?”
Step 2. State the facts.
“Sam, it’s so wonderful to see how your business is thriving. I 
am thrilled for you. The challenge for me is that your business now 
requires expertise that is beyond the scope of my services.”
Step 3. Explain how you feel.
“This is not a fun conversation to have because I like you and 
enjoy working with you. But I truly feel that I would be doing us
both a disservice if I continue as your______________ . I believe
there are other professionals who could do a much better job for 
you because their expertise better meets your needs.”
Step 4. Set out a resolution.
“I would like to direct you to two or three other firms or to the
______________State Society or AICPA for referrals that you can
check out for yourself. A______________ specialist can provide
more value for you by meeting the future needs of your company.”
One final reminder: If you are unsure about ending a client 
relationship, get help. Eliminating unwanted clients from your 
practice will do wonders for your morale and productivity, and 
it will make room for more ideal clients. However, you must 
first get rid of the clients that are driving you crazy. If you are 
uncomfortable doing it on your own, consider hiring a coach to 
help you take the right steps. Whatever choice you make, you 
deserve to have quality clients.
A further critical step
If you have any concerns that there could be a backlash, such as a 
lawsuit or ethics complaint, as a result of firing a client, be sure to 
contact your State Society or another professional such as a lawyer 
for help before you act. You may still want to let go of your client, 
but you also want to make sure you are fully prepared for any 
reaction your client may have in store for you.
Kevin Lawrence is a business coach and speaker, who helps accountants and 
entrepreneurs create their personal version of an "ideal business" and achieve 
the balance, fulfillment, and other results they desire in an “outrageous 
quality of life. ” For more information about his services and for more of his 
articles, visit www.CoachKevin.com, email Janice@CoachKevin.com, or call 
1-877-364-6224.
(c) 2005 SGI Synergy Group Inc. & Kevin Lawrence
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 CPS's future has never been 
brighter. As the AICPA's 
alliance for firms, PCPS has 
a brand-new center on the 
Web, a new name, and a major new 
initiative around succession planning. 
Members are receiving a wealth of 
management resources, including free 
tax materials, benchmarking data, and 
consulting wisdom. As we say about 
our new Web site, PCPS is “wired for 
success”—your success.
M
embership in PCPS 
has never been more 
valuable. Join now 
for $35 per CPA, up 
to a maximum of $700 by visiting 
www.aicpa.org/pcps and clicking 
the “Join PCPS” button. Read on for 
more details about all our latest ini­
tiatives and news.
PCPS Unveils New 
Resources for Firms 
on the Web!
O
n June 6, at the 
Practitioners Symposium 
in Orlando, Florida, 
PCPS unveiled its new 
Web center, which provides member 
firms with a more comprehensive col­
lection of practice management tools, 
news, and resources. If you haven't 
already done so, now is the time to acti­
vate your access to members-only con­
tent by using your firm's unique URL 
(sent to your firm's managing partner 
in early June) or by contacting the 
AICPA Service Center at 1-800-708- 
8775 or service@aicpa.org.
The new site, www.aicpa.org/pcps, 
is specifically designed for local and 
regional firms and contains a wide range 
of information on everything from 
recruiting and staff retention to finan­
cial planning and network groups. 
You'll also find the latest on the indus­
try's hottest issues, great new tools and 
checklists, free downloadable client 
brochures, and more. And much of the 
new, insightful, and groundbreaking 
content is provided by leading authori­
ties and consultants to the profession, 
such as Gary Boomer, Joel Sinkin, and 
Gale Crosley.
The new resource center also has an 
improved search engine for faster and 
more efficient searches! So what are 
you waiting for? Activate your access 
by using your firm's unique URL 
today.
PCPS Releases New 
Line of Succession 
Resources for Firms!
I
f you are among the thousands of 
“Baby Boom” managing partners 
in firms that are beginning the 
transition from one owner to the 
next, then you won't want to miss out 
on our extensive series of succession 
planning tools, including:
• A new book. The centerpiece of the 
succession effort is the comprehen­
sive book by noted CPA consultant 
Bill Reeb, entitled Securing the 
Future: Building a Succession Plan for 
Your Firm. The book contains prac­
tical advice on how to manage your 
firm's ownership over time and 
emphasizes that succession planning 
should be an integral part of build­
ing a strong firm. The book pack­
age includes a DVD containing 
tools, checklists, and expert com­
mentary and analysis. It is available 
on the www.cpa2biz.com Web 
site (product number 090486). The 
book costs $48 for PCPS members, 
$76 for AICPA members, and $95 
for nonmembers.
• A CPE course. “Succession Planning: 
Strategies to Protect the Value of 
Your Firm” adds CPE elements to 
Bill Reeb's book with a DVD to 
make it ideal for on-site group- 
study and self-study training. 
Available in late July, the complete 
course is $160 for AICPA members 
and $200 for nonmembers, and is 
recommended for 10 CPE 50- 
minute credits. PCPS members will 
receive a 20% discount off the 
AICPA price. An additional man­
ual is $45 for members and $56.25
for nonmembers. DVD/Manual 
product number 180321; additional 
manual product number 350320.
• Web costs. Two Web casts already 
took place earlier this summer, but 
are now archived and available for 





The first, “Positioning Your Firm 
for Successful Transition,” featured 
speakers Jim Metzler, CPA and 
AICPA Vice President Small Firm 
Interests; Bill Reeb, CPA; and 
Joel Sinkin, CPA. The second, 
“Strategies to Facilitate Transition 
and Increase Firm Value,” featured 
speakers August Aquila, CPA; 
Jim Metzler, CPA; Bill Reeb, 
CPA; and Jennifer Wilson. PCPS 
members can find the Web casts 
on . Others 





A third Web cast, targeted specifically 
to those with a business valuation 
niche, is planned for July 13. Watch 
for more details through email alerts 
or check www.cpa2biz.com/ 
web+events/webcasts.
• The M&A Forum. A Real-World 
Look at Accounting Firm Mergers, 
scheduled for September 15 and 16, 
2005, in Chicago, will offer a practi­
cal view of firm mergers as one kind 
of succession planning.
Additionally, PCPS member firms
now have access to a wide range of "pre­
mium content" succession resources 





he Small Firm Corner is a 
new bimonthly feature 
update that you don’t 
want to miss. Written by 
Jim Metzler, Vice President Small 
Firm Interests, the Small Firm Corner 
is located on the bottom of the PCPS 
Firm Practice Center home page at 
http://www.pcps.aicpa.org.
In the three months since it began, 
the Small Firm Corner has provided 
information on the CPA Marketing
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Tool Kit, the new Web site, succession 
planning, and the Technical Issues 
Committee (TIC) among other things. 
If you have missed an issue, an archive 
is available.
It's easy to access! Just visit 
www.aicpa.org and click on the blue 
and orange box on the right side.
Networking Groups
A
s well as providing a forum 
for firms to discuss com­
mon goals, concerns, and 
best practices, the PCPS 
Networking Groups give participants 
opportunities to talk about their areas 
of expertise so they can determine 
alliance potential for future projects 
and offer referrals to their clients.
Fall dates will be announced soon on 
the new PCPS Web site. Plus, we've 
added two new groups to pique your 
interest. PCPS plans to debut a second 
Small Firm group in the fall and
is working on forming a Young 
Partners Network.
If you are interested in more infor­
mation about the Young Partners 
Network, please contact us at 
1-800-CPA-FIRM. Check out the 
Community Tab on PCPS Web site at 
http://www.aicpa.org/pcps for more 




The following conferences are sched­
uled this summer:
• Staffing. A challenging issue for 
most small firms, staffing will be 
addressed at an Advisory Board and 
AICPA cosponsored conference on 





• Technical Symposium The annual 
National Advanced Accounting and
Auditing Technical Symposium 
(NAAATS) will be held on July 21 
and 22 in New York City. This 
comprehensive, in-depth sympo­
sium features coverage of new and 
emerging technical issues with a 
focus on the latest accounting 
and auditing trends. Go to 
www.cpa2biz.com/conferences 
to register.
• Peer Review Conference. This 
conference will be held in Chicago on 
July 31 through August 2, 2005. 
Go to 
 for more information.
www.cpa2biz.com/confer- 
ences
• The M&A Forum—A Real World 
look at Accounting Firm 
Mergers. A challenging issue for 
most small firms, staffing will be 
addressed at an Advisory Board and 
AICPA cosponsored conference on 
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